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Forsyth Overview 


Role 


U Provide strategic benefit/leverage to Total RJR portfolio approach 
(EP; BS; PL). 


O Assist in meeting Total RJR SOS objectives. 
Objective 


Q Deliver corporate role without disrupting marketplace and still 
maintain highest margin possible. 
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Strategies 


a 


Leverage Forsyth to properly balance RJR Total portfolio without putting it at a competitive 
disadvantage. 


Focus efforts towards partners whose philosophies assist RJR achieve strategic needs 
- maintain appropriate existing partnerships 
- identify target accounts/aggressively pursue with “bundling” approach 


Ensure competitive pricing with margins as high as possible 
- program in place effective 7/1/96 - monitor and adjust as necessary 


Full integration of Forsyth programs with Sales organization 
- fully leverage/optimize “Total Category Approach” 
- continue to minimize elimination impact of fully dedicated Forsyth Sales Force 


Minimize SKU proliferation as possible, without compromising partnerships 
- leverage distributor PL with chains 

- utilize MONARCH/BEST VALUE EDLP agreements 

- pursue other opportunities (e.g., up-charges/6M's) 
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Forsyth Private Label „ecision Tree - Retail 


Wholesaler's Private Label If NIA 












( If Needed ) 
Sr choro 
ao War Das „„ Special $0.20 Retail (or) Doral S.0.C. _ 
of prauch Pricing Agreement 50% Shaan OY j As 
Monarch/Best Value E.D.L.P. If N/A 
( If Needed ) 
Doral S.0.C. | 
Forsyth Private Label 
Geographicaliy Protected Brand New Brand ” Breakoven 80 chs per 
( Based On Availability ) bvand Stuie pu 
* Should be utilized with Partner * Chain must offer RJR potential of $” 
Chains where we can obtain a atteast 1MM cartons per year. 


significant advantage. 
* Probably 30 store minimum to 
qualify, but may consider smaller 
chains based upon importance to 6c66 ERBTS 
Region. 





Forsyth Private Label De.ısion Tree - Wholesale 







Accounts With Minimum RJR 
Purchases of $ Per Year 


If N/A 
















Peer Associate Member RJR Contracted Brand 





Geographically Protected Slim Price or Geographically Protected 
Brand _ Tri-Brand Brand 
( Based On Availability ) (nen - orotactad y ( Based On Availability ) 
pipah iata 


Peer Associate Membership 






Geographically Protected j Slim Price or 
Brand Tri-Brand 
( Based On Availability ) 


Pan- boo lune Antrahito + pub y ad offs. 


Asch Manton huj cis ont. 
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Class Total # Accts, 

(inad chao) 
Convenience/Gas 117 
Supermarkets 57 
Other Outlets 8 
Grocery Wholesale 14 
Tobacco Distributor 361 
TOTAL 557 


% of Accts. 
21.0 
* 40.2 
1.4 


2.5 


100.0 


e of Volume 
55.3 
UST pls 
10.1 


5.7 


100.1 


Retail Outlets Account for 32.6% of Contracts/85.1% of Volume. 


Wholesale Outlets Account for 67.4% of Contracts/14.9% of Volume. 
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MARLIN Share of Volume By Class (June '96 YTD) 








June ‘95 
Share Diff. -vs- YTD % Diff. 
All 
Forsyth 2.34 -,29 -11.0% 
PM PL .88 -.16 -15.4% 
BAT PL 91 -,22 -19.5% 
Lig. PL _90 -05 - 5.3% 
TOTAL 5.03 -,72 -14.3% 
SM 
: Forsyth 3.37 - .01 No Change 
z PM PL ES - ,13 -20.0% 
5 BAT PL .37 - ‚09 -19.6% 
Lig. PL TL -, 14 -16.5% 
TOTAL 4,97 - ,37 - 6,9% 
CG 
Forsyth 2.91 -,34 -10.5% 
PM PL 1,21 -.21 -14.8% 
BAT PL .80 -24 -23.1% 
Lig. PL 1.11 -17 -13.3% 
TOTAL 6.03 - ‚96 -13.7% 
0/0 
Forsyth ‚90 -.34 -27.4% 
PM PL 63 -.18 ~ -22.2% 
BAT PL 1.40 -.32 -18.6% 
Lig. PL 71 +15 +26.8% 
TOTAL 3.64 - 69 -15.9% 
Forsyth SOL 
All 46.5% +2.5 + 5.7% 
SM 67.8% +5.7 + 9.2% 
CG 48.3% +2.4 + 5.2% 
O/O 24.7% -1.9 - 7.1% 
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